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SEASONAL SOLUTIONS FOR SEASONAL PROBLEMS
With the Tax Reform Act of 1986 requiring many 
fiscal yearends to be converted to calendar year­
ends, the seasonal work demands of a tax practice 
have been intensified. To help cope with the shift in 
work load, our firm employs seasonal staff and has 
been successful in upgrading the work assignments 
of paraprofessionals and other staff members dur­
ing tax season.
In our firm, experienced technical staff meet with 
almost all the clients for whom we complete tax 
returns, and are responsible for reviewing all source 
documents, analyzing work sheets completed by the 
clients, and for preparing adequate file notes to per­
mit another individual to complete the comput­
erized input sheets that we use. We find parapro­
fessional and seasonal employees to be ideal can­
didates for this last-named task.
By seeking individuals with the requisite skills 
and experience and by providing them training in 
tax return preparation, we have found that the 
impact on the work load can be minimized. In addi­
tion, we have been fortunate in retaining the same 
people year after year. This creates certain advan­
tages because ongoing training is reduced and pro­
ductivity is enhanced.
We began by providing training to the paraprofes­
sionals who normally work in the payroll tax, sales 
tax, and writeup areas. The training primarily 
addressed the proper processing of the computer 
input sheets used for tax return preparation. By 
having the source documents and work papers pre­
viously reviewed and detailed by a qualified indi­
vidual, the paraprofessionals are able to suc­
cessfully accomplish this processing. The profes­
sional staff can then concentrate on issues of greater 
technical complexity.
Our firm has also been successful with part-time 
and seasonal employees. Practicing, as we do, in a 
rural area of Minnesota, we hired two grain farmers 
who had the necessary education and technical 
training to assist us during the busy season. For 
these individuals, our busy season represents 
months when their work load is otherwise light.
Because they had past experience in tax return prep­
aration, extensive training was not required. We 
still needed to update them on current tax develop­
ments, however, and to provide some training on the 
computerized tax preparation system we use.
We think there are excellent prospects for hiring 
part-time and seasonal employees in all parts of the 
country. In agricultural areas, for example, farmers 
and ranchers with sufficient education or training 
often look for employment during the months when 
they are not busy. Spouses who are not employed 
outside the home are also excellent candidates to 
become seasonal employees. Even retired profes­
sionals and business people in a community may be 
interested in assisting on a part-time or seasonal 
basis. College students are another possibility if 
there is a college campus in the area. Hiring them 
not only helps with the work load, but also provides 
a basis for determining their potential as future full- 
time employees.
One of the issues we faced was the work-space 
requirements of seasonal personnel. Since, in our 
firm, they are almost exclusively involved in the 
preparation of the computer input sheets and have 
essentially no client contact, we found that only a 
semiprivate workstation or a desk in a common area 
was required. We even found we could use the 
library and conference areas as temporary work­
stations for them. Nevertheless, we believe it is 
important to provide everyone with a specific work
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area so that he or she can organize supplies and 
information, resulting in a more efficient operation.
Another approach to handling the work load is to 
calculate full-time staff needs in terms of busy­
season requirements, and to consider shortening 
office hours during the summer months. Some 
firms, for example, close their offices at noon on 
Fridays or have shorter workdays during the sum­
mer months. Other firms have implemented a pro­
gram of flexible work schedules which require 
employees to work a certain number of hours within 
a given time period. Whatever the arrangements, 
the implications of the Federal Fair Labor Stan­
dards Act must be considered.
There is a belief that it is difficult to locate and 
properly train people for seasonal work. I suggest 
you use your client newsletters and client seminars 
to communicate the fact that you are looking for 
help during the busy months. Offer training and 
other assistance to potential candidates. Some of 
your clients may know of people who have been 
involved in tax preparation in years past, or who 
have some knowledge of the area.
There is little doubt that technical limitations 
may initially exist and productivity may lag. Do not 
become discouraged. Proper training and a little 
experience will quickly overcome these deficiencies.
The seasonal demands of a tax practice result in 
significant operating burdens to practitioners. At 
our firm, we have found at least a partial solution 
to the problem by upgrading work responsibilities 
of paraprofessionals and by employing competent 
seasonal staff. It is an approach which is worth 
a try. □
—by Robert J. Ranweiler, CPA, Biebl, Ranweiler & 
Co., Chtd., 108 North Minnesota Street, New Ulm, 
Minnesota 56073
Editor's note: Mr. Ranweiler is coauthor of Tax Prac­
tice Management, an AICPA publication that is 
designed to help firms better manage their tax func­
tions. Tax Practice Management can be obtained 
from the AICPA order department (product no. 029540) 
for $99.50 through December 31.
The Practicing CPA on Practice 
Development
The Practicing CPA on Practice Development is a new 
176-page book which is available immediately from 
the Institute. The publication is a systematic collec­
tion of practice development articles that were pub­
lished in the Practicing CPA from December 1977 
through December 1988, and contains a wealth of 
practical information.
Many practitioners tell us they use Practicing CPA 
articles to stimulate practice development discus­
sion at their partner retreats, or as reference when 
planning their firms’ marketing and practice 
development programs. The Practicing CPA on Prac­
tice Development will make it easy to refer to specific 
topics, and eliminates the need to retrieve back 
issues of the newsletter.
In order to increase the publications usefulness, 
the articles are arranged into twelve chapters that 
follow a logical sequence.
The first three chapters, for example, deal with
□ Plans and ideas for practice development, 
developing niches and specializations, and 
training staff for practice development.
These are followed by some thoughts on
□ The professions and the firms image, clients 
perceptions, and client relations and com­
munications.
The next five chapters tell you all about
□ Marketing and selling services, networking, 
and developing referrals, planning and run­
ning successful conferences and meetings, 
developing client newsletters and brochures, 
and working with advertising agencies.
The book ends with some thoughts and ideas on
□ Mergers and acquisitions of CPA firms.
Nurturing client relationships and adopting 
sound practice development techniques are essen­
tial if firms are to survive and prosper in the years 
ahead. The Practicing CPA on Practice Development 
can be extremely helpful in this regard.
Discount price to AICPA members is $28. To pur­
chase (product no. 092100), call the AICPA order 
department, (800) 334-6961; in New York State, 
(800) 248-0445. Ask for operator PC. □
The Practicing CPA (ISSN 0885-6931), November 1990, Volume 14, Number 11. Publication and editorial office: 1211 Avenue of the 
Americas, New York, NY 10036-8775. Copyright © 1990 American Institute of Certified Public Accountants, Inc. Opinions of the 
authors are their own and do not necessarily reflect policies of the Institute.
Editor: Graham G. Goddard
Editorial Advisors: Jerrell A. Atkinson, Albuquerque, NM; Richard A. Berenson, New York, NY; Robert L. Carr, Canton, OH; 
J. Terry Dodds, Twin Falls, ID; Jeffrey S. Gold, Washington, DC; Daniel S. Goldberg, Livingston, NJ; Robert L. Israeloff, Valley 
Stream, NY; Jerry W. Jackson, Bluefield, WV; Sidney F Jarrow, Elmhurst, IL; Joe D. Jones, Jackson, MS; Charles B. Larson, St. 
Joseph, MO; H. W. Martin, Rome, GA; Walter F Reardon, Upland, CA; Ronald C. Russell, Springfield, OH; Abram J. Serotta, 
Augusta, GA; John B. Sperry, Richmond, VA; David A. Werbelow, Pasadena, CA; Donald P Zima, Atlanta, GA.
Practicing CPA, November 1990
3
Highlights of Recent Pronouncements
FASB Statement of Financial 
Accounting Standards
No. 105 (March 1990), Disclosure of Information 
about Financial Instruments with Off-Balance-Sheet 
Risk and Financial Instruments with Concentrations 
of Credit Risk
□ Requires all entities to disclose information 
principally about financial instruments with 
off-balance-sheet risk of accounting loss.
□ Extends present disclosure practices of some 
entities for some financial instruments by 
requiring all entities to disclose the following 
information about financial instruments with 
off-balance-sheet risk of accounting loss:
1) The face, contract, or notional principal 
amount,
2) The nature and terms of the instruments and 
a discussion of their credit and market risk, 
cash requirements, and related accounting 
policies,
3) The accounting loss the entity would incur if 
any party to the financial instrument failed 
completely to perform according to the 
terms of the contract and the collateral or 
other security, if any, for the amount due 
proved to be of no value to the entity,
4) The entity’s policy for requiring collateral or 
other security on financial instruments it 
accepts and a description of collateral on 
instruments presently held.
□ Requires disclosure of information about sig­
nificant concentrations of credit risk from an 
individual counterparty or groups of counter­
parties for all financial instruments.
□ Effective for financial statements issued for 
fiscal years ending after June 15, 1990.
No. 104 (December 1989), Statement of Cash Flows— 
Net Reporting of Certain Cash Receipts and Cash Pay­
ments and Classification of Cash Flows from Hedging 
Transactions
□ Amends FASB Statement no. 95, Statement of 
Cash Flows, to permit cash flows resulting from 
futures, forward, options, or swap contracts 
accounted for as hedges of identifiable transac­
tions or events to be classified in the same cate­
gory as the cash flows from the items being 
hedged provided that accounting policy is dis­
closed; and permits banks, savings institu­
tions, and credit unions to report in a statement 
of cash flows certain net cash receipts and cash 
payments for:
1) Deposits placed with other financial institu­
tions and withdrawals of deposits,
2) Time deposits accepted and repayments of 
deposits, and
3) Loans made to customers and principal col­
lections of loans.
□ Effective for annual financial statements for 
fiscal years ending after June 15, 1990, with 
earlier application permitted.
No. 103 (December 1989), Accounting for Income 
Taxes—Deferral of the Effective Date of FASB State­
ment No. 96
□ Amends FASB Statement no. 96, Accounting for 
Income Taxes, to defer the effective date of that 
Statement to fiscal years beginning after 
December 15, 1991.
□ Supersedes FASB Statement no. 100, Account­
ing for Income Taxes—Deferral of the Effective 
Date of FASB Statement No. 96.
□ Effective upon issuance, retroactive to Decem­
ber 15, 1989.
Statements of the Governmental 
Accounting Standards Board
No. 13 (May 1990), Accounting for Operating Leases 
with Scheduled Rent Increases
□ Establishes standards of accounting and finan­
cial reporting by state and local governmental 
entities for operating leases with scheduled 
rent increases, regardless of the fund type used 
to report the lease transactions.
□ Requires governmental entities to account for 
operating leases with scheduled rent increases 
by using the terms of the lease contract when 
the pattern of the payment requirements is sys­
tematic and rational.
□ Effective for leases with terms beginning after 
June 30, 1990, unless otherwise stated. Retro­
active application for leases with terms begin­
ning before July 1, 1990 is permitted.
No. 12 (May 1990), Disclosure of Information on 
Postemployment Benefits Other Than Pension Bene­
fits by State and Local Governmental Employers
□ Establishes standards for disclosure of infor­
mation on postemployment benefits other than 
pension benefits (OPEB) by all state and local 
governmental employers, regardless of the 
fund type used to report the transactions.
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□ Requires the following disclosures to be made 
by all state and local governmental employers 
that provide postemployment benefits other 
than pension benefits:
1) A description of the benefits provided, 
employee groups covered, eligibility 
requirements, and the employer and partici­
pant obligations to contribute;
2) A description of the statutory, contractual, 
or other authority under which benefit 
provisions and obligations to contribute are 
established;
3) A description of the accounting and financ­
ing or funding policies followed for those 
benefits;
4) The expenditures/expenses for those bene­
fits recognized for the period and certain 
related data;
5) A description (and dollar effect, if measur­
able) of any significant matters that affect 
the comparability of the disclosures re­
quired by this Statement with those of the 
previous period; and
6) Any additional information that the 
employer believes will help users assess the 
nature and magnitude of the cost of the 
employer's commitment to provide the ben­
efits.
□ This Statement is an interim measure, pending 
completion of the GASB’s project on recogni­
tion and measurement of OPEB expen­
ditures/expenses and liabilities or assets.
□ Effective for fiscal years beginning after June 
15, 1990.
No. 11 (May 1990), Measurement Focus and Basis of 
Accounting—Governmental Fund Operating State­
ments
□ Establishes measurement focus and basis of 
accounting standards for governmental and 
expendable trust fund operating statements.
□ Establishes basic principles that are needed to 
develop the guidance in other projects, 
especially certain expenditure recognition and 
measurement standards that will be imple­
mented at the same time as this Statement.
□ Provides specific guidance for many govern­
mental fund transactions, primarily revenues.
□ Provides guidance for balance sheet reporting 
of general long-term capital debt—liabilities 
resulting from capital asset acquisitions or 
debt financing of certain nonrecurring projects 
or activities that have long-term economic ben­
efit.
□ Establishes basic definitions of general long­
term capital debt and operating debt.
□ Effective for financial statements for periods 
beginning after June 15, 1994.
Information for Members
Technical information
The primary responsibility of the eleven peo­
ple who staff the Institutes technical informa­
tion service is to answer members questions 
on technical matters. They receive some 48,000 
inquiries per year on accounting principles, 
financial statement presentation, auditing and 
reporting standards, and certain aspects of 
professional practice, excluding tax and legal 
matters. If you would like some assistance, we 
encourage you to call toll-free: United States, 
(800) 223-4158; New York State, (800) 
522-5430.
Library services
The AICPA library’s staff can offer assistance 
on a broad range of business topics. AICPA 
members anywhere in the U.S. may borrow 
from the library’s extensive collection. For 
assistance, just call these toll-free numbers: 
United States, (800) 223-4155; New York State, 
(800) 522-5434.
Please note that toll-free calls 
cannot be transferred to 
other Institute departments.
Total On-Line Tax and Accounting
Library (TOTAL)
NAARS accounting and financial data library
Subscribers have access to different types of 
files in the Institute’s NAARS library. These are 
corporate and local governmental annual 
reports, including financial statements and 
notes, auditors’ opinions, and all current and 
superseded authoritative and semi-authori­
tative literature from the AICPA, FASB, GASB, 
and SEC. TOTAL subscribers can also access 
tax and other information. For further infor­
mation, just call Hal Clark: (212) 575-6393.
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Billing Basics
To be successful in today’s economic conditions, it is 
essential to operate a CPA firm in a businesslike 
manner. Getting bills out on time and collecting fees 
for services rendered are crucial to a firms success. 
Following are ten approaches that we have found 
helpful in improving the billing procedures in our 
practice.
Discuss fees and billing arrangements at the first 
meeting. Don’t surprise clients later on. Before 
beginning an engagement, establish what your pol­
icies are and that you are serious about being paid. 
Consider obtaining retainers from new clients 
whose credit rating is an unknown factor. If you set a 
firm tone at the beginning of a relationship and let 
clients know that policies will be enforced, collec­
tion problems are less likely to arise.
Put accounts receivable policies in writing. If an 
account becomes delinquent, you can then give the 
client a copy of your policy regarding payment and 
point out that exceptions are not permitted. (The 
payment terms should also be on the engagement 
letter.) Having written accounts receivable policies 
makes it psychologically easier to stop work on an 
engagement should nonpayment of your fee make 
this necessary.
Put a stop-work clause in your engagement letter. 
Establish a time period after which you will stop 
work if invoices are not paid, and put this in the 
engagement letter. I like to use a forty-five-day 
period, as this generally keeps us from having more 
than one months services unpaid at a given time. In 
addition, small receivables are easier to collect than 
large ones.
Bill regularly. Set aside a regular time each 
month to do the billing and stick to it. Keep in mind 
that bills should be sent promptly if prompt pay­
ment is desired.
Progress-bill on large or extended engagements. 
Most clients would rather pay three smaller bills 
than one large one, and chances are the total 
amount will be larger than if you billed one lump 
sum. By progress-billing and setting a collection 
deadline, the accounting firm has some degree of 
leverage. Work can be stopped until payment is re­
ceived. If you don’t bill until the job is completed, all 
leverage is lost.
Menu-bill where appropriate. We bill monthly 
financial statements separately from the monthly 
bank reconciliation and quarterly payroll taxes. 
Then, if clients wish to reduce accounting fees, they 
can see that doing the bank reconciliation in-house 
will save them money. Menu-billing helps clients 
make informed decisions about adding or deleting 
services.
Itemize invoices in detail. I believe in detailed 
invoices — they result in our billing more items. 
Care must be taken not to overitemize, however. For 
example, I bill for phone conversations but I don’t 
list them as such because this discourages clients 
from calling, and I want clients to call. Instead, I 
add a line on the invoice for consultation or 
research, whichever is appropriate and then follow 
up with a memorandum or letter.
Let staff help you bill. Staff accountants know all 
the work they performed on an engagement and are 
often better at billing than partners. You should 
make sure they itemize their time sheets daily, and 
have them draft the invoice wording. This will get 
them involved and you will bill more with greater 
detail of the services provided.
Bill as though your job depends on it. Ultimately 
this could be true if you don’t believe in your own 
worth. So consider any writedown from your nor­
mal billing rates as an insult.
Get away from cost-accounting methods. Place a 
value on your services. By instituting a flexible 
menu-billing system, you can bill for the value of the 
job, not its cost.
Improving billing procedures requires work, 
commitment, perhaps a change in thinking, and, of 
course, judgment. For us, the results were worth the 
effort. I had to learn the lesson the hard way, after 
experiencing billing disagreements on one engage­
ment. I hope, therefore, that the use of these basic 
billing procedures will help other practitioners 
avoid such problems. □
— by Kevin R. Whitacre, CPA, Clifton, Gunderson & 
Co., Suite 150, Waterfront 11, 2629 Waterfront Parkway 
E. Drive, Indianapolis, Indiana 46214
AICPA/NASBA Conference on State 
Regulation of the Profession
The AICPA/NASBA conference on state regula­
tion will be held on December 2 - 4 at Loews 
Anatole Hotel in Dallas, Texas.
Discussion topics will include the quest for 
uniformity, the model public accountancy bill, 
reciprocity in international practice, non-CPA 
ownership, national certificate and federal reg­
ulation, major case resolution and enforce­
ment, commissions and contingent fees, defi­
nition of practice public accountancy, working 
for legislative results, entry into the profession 
(education, experience, and examination), and 
the quality review program.
To register (fee $25), contact the AICPA meet­
ings department, (212) 575-6451.
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Get Better Results from Your 
Networking Efforts
People network by joining clubs, church groups and 
community organizations, going to lunch with 
friends, attending conferences, joining industry 
associations, and by going to alumni dinners and 
reunions—to name just a few methods. But what 
they obtain in return for the time and effort 
expended, whether networking is worth the invest­
ment, and what could be done to improve the results 
are questions requiring some consideration.
Effective networking requires spending signifi­
cant time developing new contacts and managing 
old ones. Networking is not effective for people who 
just show up at meetings two minutes before the 
start, never make a contribution, and never spend 
the time needed to get to know people personally. 
Networking success cannot be measured by the 
number of business cards handed out.
Those who network properly receive many bene­
fits. Networking serves as a source of information, 
new ideas, referrals, leads, new staff, market 
research, and new product suggestions. It is also a 
way to qualify or dispel rumors. On a personal level, 
networking can be a source of emotional support or 
career advice. It can be used to find people who are 
objective about business decisions, and can be the 
source of long-term relationships. The possibilities 
are endless.
Making your network work
Because networks improve over time, networking is 
a long-term strategy. For a network to be successful, 
certain rules must be followed. For example, 
□ Don’t wait until you desperately need a network 
to begin developing one. Networks are based on 
trust, respect, and personal chemistry, and take 
time to develop.
□ Become active in organizations—don’t just grace 
everyone with your presence. Be selective when 
choosing a group to join. Then, participate in its 
activities. Become involved. You get back only as 
much as you give—there are no shortcuts.
□ Remember that seminars, conferences, and asso­
ciation committee meetings are not a substitute 
for one-on-one meetings. Group meetings intimi­
date some network members who may suppress 
their opinions, while others may dominate the 
discussion. In addition, set agendas and the pres­
ence of many people tend to inhibit the discus­
sion of personal situations.
□ Keep in mind that successful networks change 
and evolve, expand and contract. They must be 
nurtured continually, and you must be creative 
about keeping in touch with the members.
Rules for successful networking
Use caution at the outset. You may need to make 
the first move to establish a relationship, but do not 
make your initial gesture a request. Sending out 
promotional literature as a first gesture, for exam­
ple, is not networking; it is selling. Learn the per­
sonal needs of your network’s members, not just 
their strengths. If they can’t use the network to their 
benefit, they will be less likely to participate. To 
ensure that you do something to help meet their 
needs, listen to what they say from their perspec­
tives. Avoid filtering the information through your 
biases.
Be prepared. Remember, you won’t be able to 
help someone in your network if you have informa­
tion that can solve his or her problem, but can’t find 
it. Part of your networking investment is to organize 
yourself so you can help others. Use cards or a com­
puter listing of individuals in your network to list 
information they may need.
Networking can be 
an enriching experience
Find the right approach. When you need your 
network’s assistance, decide who to approach with 
your request, and how to make the request. When 
you know what you need, it is easier to decide who 
can help. If you have time, you can ask several net­
work members for help. Don’t simply seek the 
obvious; look for different answers or perspectives 
on the same issue. Some writers, for example, have 
several people read their manuscripts—an expert in 
the subject area, an editor who is an expert in gram­
mar and style, someone outside the field who can 
judge if the presentation is clear, someone from the 
target audience who can look for information of 
interest, and someone from the writer’s own organi­
zation who is aware of political sensitivity.
Avoid mistakes. Make certain you don’t become 
an unpopular member of a network. Although peo­
ple generally like helping others and offering 
advice, don’t put them under pressure and always 
carefully assess their abilities. If you ask for help 
from someone who can’t oblige, you may cause 
embarrassment.
Use other people’s time wisely. Know what you 
want before making a request; don’t force the per­
son you call to help you discover your needs. Such 
calls can be time-consuming.
Evaluate the reasonableness of your request. 
Determine whether you are asking people to stick 
their necks out, whether it will take time and cost 
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money, and whether you would do the same for 
them if the tables were turned.
Respect other people’s priorities. Your request is a 
priority for you, and may not seem to be a major 
undertaking. But if the person you ask for help has a 
full plate at that time, he or she may not be able to 
help.
Make specific requests. If you are vague, you may 
get something you don’t need. When you ask for 
help, explain why you need it. Ask how the other 
person would approach your problem. This may 
result in a fresh perspective or an approach to the 
problem from an angle you haven’t explored. Also, 
explain what you’ve done to date, so that no one 
wastes time duplicating someone else’s effort.
Reciprocate. If someone makes a request that you 
can’t fulfill, try to recommend someone who might 
be able to.
Networking protocol
Networking should not be a haphazard, on-and-off 
affair. Successful networking requires following 
protocol. Keep these ideas handy for review.
□ Networking must be a give-and-take relation­
ship. If you do too much for someone and never 
accept anything in return, you make the recip­
ient hesitant to ask for more and imply he or 
she has nothing to offer.
□ Give and take does not mean one-for-one 
reciprocity. You should not expect a favor just 
because you have performed one. If you become 
known as someone who keeps score or is look­
ing for quid pro quo, your future networking 
will be harder.
□ When you do a favor, don’t grandstand. Do it 
because you want to help, or else don’t do it. 
The fact that you expect a return should remain 
unstated.
□ Providing value in a relationship means giving 
what is asked for, then offering something addi­
tional when you can. Do not, however, give it 
without asking if it will be helpful. Give what 
you know the recipient wants, not what you 
think he should have.
□ Don’t provide assistance that hasn’t been 
requested and don’t push yourself on people.
□ When answering a question, don't tell every­
thing you know about the subject, or send 
someone volumes of information when a sum­
mary article will suffice. Remember, informa­
tion overload is bad business and quality is 
preferable to quantity.
□ Don’t make promises you can’t keep. It is better 
to say you can’t do something immediately, so 
the person isn’t depending on you, than to 
break a promise when the other person can't do 
anything about it.
□ Make sure your calls are convenient. Your con­
tact may be in a meeting or may be working on 
a critical project with a tight deadline. 
Remember, too, some people prefer to be called 
at the office, others at home. Be aware of their 
preferences.
□ Don’t rely too heavily on one person. A relation­
ship can be destroyed by depending too much
Tax Planning Materials Available
The Institute has developed the following year- 
end tax planning materials practitioners can 
use to assist clients and the public:
□ 19 Tax-Saving Tips for 1990. This two-color, 
eight-panel brochure outlines nineteen 
tax tips, and includes a chart on 1990 tax 
brackets and some of the changes in this 
year’s tax laws. The brochure is designed 
for practitioners to deliver to clients, dis­
play at the office, or to hand out at presen­
tations and seminars.
The product no. is 889526 and the cost is 
$15 per 100 brochures.
□ Countdown to Tax Time: A Year-End Plan­
ning Guide. This slide presentation is for 
practitioners to deliver to general 
audiences. The presentation includes 
thirty-nine color slides and a related 
script on topics ranging from retirement 
plans to itemized deductions for individ­
ual taxpayers.
The product no. is 889511 and the cost is 
$125 for the first set and $65 for each addi­
tional set. (Additional sets must be 
ordered with the first one for the discount 
to apply, and cannot be returned.)
□ Tax-Trimming Tips for 1990. This is a 
twenty- to twenty-five-minute speech for 
CPAs to give to general audiences. It offers 
an overview of deferring or accelerating 
income and deductions, and provides an 
outline of some basic yearend tax-saving 
strategies. A media interview guide is 
included.
The speech, product no. 890661, may be 
obtained from AICPA, P.O. Box 1003, New York, 
N.Y. 10108-1003, at a cost per copy of $3 pre­
paid.
To purchase the brochure and slide presenta­
tion, call the AICPA order department, (800) 
334-6961; in New York State, (800) 248-0445, 
and request the appropriate product number.
Practicing CPA, November 1990
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on and taking advantage of one person.
□ Be considerate when making requests. Make 
sure your requests are reasonable in terms of 
the time and cost to the other person and the 
type and amount of information desired.
□ Don't judge someone else’s request. What 
might seem trivial to you may be a priority to 
others for reasons they are hesitant to reveal.
Incorporating these ideas into your networking 
should result in a better return for your efforts, and 
enable you to become more productive in helping 
others. Through effective networking, you can 
develop new relationships, opportunities, and 
resources, and meet new people who can learn from 
you and from whom you can learn. It can be an 
enriching experience. □
—Frank K. Sonnenberg, Ernst & Young, 787 Seventh 
Avenue, New York, New York 10019
Editors note: Mr. Sonnenberg is the national director 
of marketing for the management consulting group at 
Ernst & Young in New York City. He is the author of 
Marketing to Win (New York: Harper & Row, 1990), 
from which this article is adapted.
The Educators Practicum
The Educators Practicum is a new internship pro­
gram recently initiated by the AICPA’s relations 
with educators division. It will make available the 
services of CPA educators to CPA firms and business 
organizations needing short-term, definable assis­
tance with specific tasks and projects.
The program should help accounting educators 
by giving them firsthand experience of practice 
problems, and an increased understanding of the 
skills needed in the field. In turn, participating 
firms and businesses will obtain fully licensed CPAs 
to work on specific tasks and projects in such areas 
as auditing, accounting, and tax.
The AICPA will facilitate the program, providing 
practitioners and businesses with the names of 
interested CPA educators for assignments lasting 
between a few weeks and several months. Logistical 
matters, including compensation, will be deter­
mined by the participating organization and the 
educator.
For further information and a registration form, 
contact Stephen J. Anspacher, AICPA relations with 
educators division, tel. (212) 575-8910. □
American Institute of Certified Public Accountants, Inc.
1211 Avenue of the Americas
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